
Keys to converting short sale leads into clients with the SellMyHouse.com online bidding format: 
1. Keeping a foreclosure off their record can have a dramatic impact on the ability to purchase another home for 5-7 years.

2. When the bank agrees to a short sale it stops the foreclosure proceedings. The seller does have options if they act quickly.

3. A bank may extend their foreclosure deadline if they know they are working with www.SellMyhouse.com to sell the property to a retail buyer. 

4. Our online bidding platform separates you from other Realtors trying to get their listing. We are about timely results.

5. We have removed the marketing fee so there is no longer an upfront cost to the seller to schedule an online auction.

6. Maximum marketing via website submissions, email blasts, local MLS, Realtor.com, and the auction. We market to both our investor network and retail buyers improving the chances of getting an offer and getting an approval from the bank.

7. Details of the system are found at www.SellMyHouseAuction.com
SellMyHouse.com Short Sale Pricing Strategies: 
1. Start by pricing the short sale listing slightly under current market value. 

2. Reduce the price by 5% after the 2nd week. 

3. After 30 days on the market if you are getting showings but no offers reduce the price by another 5 percent. 

4. If you are not getting showings then reduce the price by 10 percent. 

5. After 30 days, schedule an online auction by emailing CustomerService@SellMyHouse.com the MLS listing sheet. Auctions are immediately advertised and usually scheduled from 30- 90 days after the listing depending on the clients situation.

6. Consider using a home warranty to provide a level of confidence to the buyer. 

7. Remember, if you are not getting showings you will not get an offer. 

8. Most importantly, if you do not have an offer to present to the bank, even a low ball offer, they have no reason to agree to a short sale.

Things to Consider
1. Some lenders will pay up to 7 percent commission. Feel free to submit a commission schedule at 7% but realize that they may come back and negotiate a lower commission to get the deal closed. 

2. Most auctions result in a dual agent situation translating to more money to the agent.

3. Lenders may credit the buyer up to 3 to 6 percent in escrow for their closing cost or repairs if the offer is close to market value. 

Why Short Sale Listings Don't Sell!
1. Unorganized and incomplete paperwork packages. 

2. Low balls from investors without trying to sell the property retail first. 

3. No established relationship with the bank. 

4. Most agents do not use a systematic approach to attracting offers from both investors and retail buyers. 
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